
Fortu
WK may say
it baldly
and with no .

fear ofeontradiction.the jitney /
is tho King of Coins.
The dime? Well, say ^JI^HKspprime minister. We /^Q||£='*^
may call the rest of fAthe pieees in our eoin- / \
age cabinet ministers / p
and let it go at that. /*3^Take tho dollar bill, (I
tor instance.iook 11 ..m

over.A beautiful
thine it is: but, when
it oomes to swiftness of circulation, your
little old jitney has the punch. The
'nickel is all movement. It cries loudly
to be spent in a hurry, and in the United
States it is spent in a hurry. That is why
so many fortunes have been reared bv its
power. Get just one little new idea to
magnetize these Hying nickels and dimes,
and your fortune is made.

In the year 1875 a serious-minded
young man was working in a "general"
store up in Watertown, New York.
His name was Frank W. Woolworth, and
he was thinking a good deal about small
change.nickels in particular. And the
reason he was thinking so much about
the nickel was because he had observed
that the customers upon whom he waited
were also keen about the little jitney-piece.
Young Woolworth was behind the drygoodscounter. He had lived on a farm

the first twenty-one years of his life, and tit
this was his first experience in trade. Al- be
ready his employers were beginning to es

admit that he had "something in him." pc
That was why, when he proposed that
they initiate a "five-cent counter" and put 1
him in charge of it, they said, "Go ahead."
Woolworth was right. People were in- 'Jterested in the nickel for other reasons

than its artistic merit as a coin of the <Jv
realm. They were so much attracted by tn
the five-cent, counter that in 1879 young di
Mr. Woolworth, with a few hundreds of K
capital, launched a five-cent store in ar

Utica, New York, under his own shingle.
And now listen! You're expecting to wi

ao/I tlioi lima n mn<ln »< > ti frt"
loau uiau »»uuivvuiui n»a a maun man k1

from that minute.that all he had to do St
was to go ahead blithely and multiply his at

stores, and become rich and famous, or

Well, that's just what didn't happefi; hi
and the fact that it didn't happen, anil gt
that he survived the shock and became A
rich and famous, is the key to the'"real D
reason of this man's success.

' v" at

No, the Utiea five-cent store was not"a; to
howling success. It just ambled along in c<:

a perfunctory way that maddened ffie hi
live young storekeeper, and he sold $pt si:
shortly afterward, taking $150 profit on to
the adventure. But.

'

m
Woolworth had learned some things.

He had got better adjusted to his', own <h
idea. He started another store of the T
same Kinu in Lancaster, Pennsylvania, 01

and took in $128 the first day. One K(
month afterward he was able to Ret up a ai
branch in Harrisburg. It didn't do so 111

well. Woolwort.h transferred it to York, tc
Pennsylvania, where it promptly fell dead.
So the five-cent proposition was yanked in
back to Lancaster, whore the main store si
had been doing very well all the time. In
So it wasn't all velvet from the start, tl

yon see. Another venture, this time in tl
Philadelphia, went on the rocks. And S:
then Woolworth sat down and took ae- 01
count of stock. And he saw two big t<
lights, those same lights that showed the gi
way to the foundation of the Woolworth
fortune: first, that the location of the ic
stores had to be the best possible; sec- m

ond, that each branch had to stand on its b
own bottom, and live or die on its own pi
merit. When he got those two ideas fixed,
he went ahead. w
The nickel idea went slowly but surely. Si

Then the ten-cent featuro was added to
it. It became the Five-and-Ten, and the J:
result of the joint attractiveness of the U

nes from
By FREEMA]

A YOUNG man once went v
A *

pair of suspenders. " We'll
said the millionaire; "vve can 1
over there." "Cross the'stre
claimed the other. To which
taking out a silver dollar and
he said, " do you know that ont

world is to make that dollar
year ? " Ilere are the stories
discovered that whfcn it come:

really important coins are th
dimes. Perhaps there's a m

,le and the sagacity of the master mind hi
hind it is represented now by the tall- T
t office building in the world, and a cor- tl
iration capitalized at $50,(XX),(XX). ai

01

lie Coin that Cries to Be Spent ^
c<

'HERE is the Tobacco Trust as it was si
before it was drawn-and.yes, exactly ol
iartered,.by the Supreme Court. This w
emendous organization grew, in a rather ir
rect way, out of a five-cent business. In
ven to-day it is still largely a nickel- b
id-dime proposition. ft
In: the early. '60's, Washington Duke
as the owner of some lean acres of C
ound near Durham, North Carolina, tl
rnntrolv onnmrh ho wits n. TTliinn mn.n d
id a Republican, too; though somehow a

other, possibly by the persuasion of ti
s "Reb" neighbors, backed up by shot- d
ins, he landed in the Confederate uavy. g
fter the Civil War ended, Washington
uke went back to the poor, broken farm F
id impoverished soil and began to raise fi
ibaceo. It was about the only crop that o
>uld'be raised just then. But the man si

id grit and imagination, and in a little u
lack on the farm he began to put up g
ibaeco in five-cent bags, so that folks s]
ight "roll their own." p
It was a frail business in the early v

lys.small profits and hard sledding. ,ti
here were many times when the ration e;
corn pone and bacon looked extremely C

>od. But there ivas a will
ul a way, and the busi- >

ass was steadily appealing
> the magical nickel.
James B. Duke was born

1 sr.7. He and another
in of Washington Duke
alped with the business
irough the slim days into
ic days of fuir prosperity.
aid the father to James B.,
ne day when things began
> look rosier: "You should
a to college."
"Let's forget the college

lea," was "Let
IP liovo ftiin civf K <tf l lin

usiness and that'll suit mo 5
erfectly." gqjjgSMThereafter the business
as known as W. Duke &

It was in 1881, when "Drop a ni
imes B. Duke was only the slot ana

venty-four years old, that tain your ti

Small CI
N TILDEJN

vith a millionaire to buy a

I have to cross the street,"
>uy them six cents cheaper
et to save six cents !" exthemillionaire replied by
twirling it. "Young man,"
?of the hardest things in the
earn six cents in a whole
ot several gentlemen who

s to making a fortune, the
e pennies and nickels and
loral in the tale for you.

o got the idea of creating the Tobac
rust. Probably he had had his eye
le marvelous growth of Standard 0
ad he felt that what had been done
tie commodity could be done in anotln
t first the well established rival tobac
impanics gave his proposals the pityii
nile. Yet one by one, under the pressu
f- this energetic master's suasion (wlii
asn't wholly mental, either), they f
lto line. To-day a quarter billion d<
irs would not adequately represent t
usiness that has grown out of that litl

: i u ii » i-i._
vc-ceiiL roil your own louacco.
Air. S. C. Dobbs, of tlio Cooa-C'c
'ompany of Atlanta, Georgia, says th
le sales of Coca-Cola have average
uring the year 1915, three million glass
day. Wait, let's put it in figures.li
lis: 3,000,000. Three million glasses
ay. Every day. Day after day. Th
oes into the billion column for a year.
And just to think that in 1880 Dr. J.

'emberton, who first worked out t
irtnula of this drink, was patting hints
n the back because he had lioen able
dl twenty-five whole gallons of his pre
ct to the local dealers at two dollars
allon! And Dr. Pomberton was soi

port, at that; for in that first year
n.iil r»nf: fllinoul ituoufv-fivo ilnlloi»u Pnn a

ertising. Nowadays tho company goes
}ward the million mark in its advertisi
xpenditure, without batting an eyelas
'oca-Cola is another of the many si

eessful "small-change"pro
ucts that did not jun

I into immediate prosperit
! but worked into it throui

vicissitudes. For the til
few years it was a steai

I I loser for its owners. Poof
hadn't learned to call for
druggists hadn't learned

k dispense it; and that will
L was kept overtime by t
V I retailers was usually foul

spoiled and unsalable.
Siait; us loan inn uuverusu
hills wore in excess of t
total receipts for the yet
But the faith of the owne
was strong. They ke
everlastingly at it, and t
day Coca-Cola is one of ti
greatest money-makers
trade.

ckel in It is not only with natio
1 asccr- ally advertised and wide
leight." known products that ft

tiange
tuneshavebeon made,
however. Nearly

^5====^ every important centerthroughout tho
(lJ\United States has one

or more wealthy men
who have found comfortin the ease with
which the American

\ may be divorced from
\ his nickel or dime.

T^ .
when you know how

iC* I to do it. And a queer
v / thing about these locallycelebrated articlesis that they are

often utterly Unknown five hundred miles
from where they thrive.

Other less known fortunes have been
built up on popcorn products, chewablo
pastilles, and aromatic lozenges in boxes;
and at least one man nas accumulated
a great hoard from the sale of salted
peanuts in five-cent cartons. Also has
the humble copper penny a little punch
of its own, as evidenced by the immense
prosperity of the corporations that employlittle slot machines to distribute
their chocolate and gum.

And, speaking of chewing gum.
The man behind Spearmint Gum,

which is one of the best examples of big
fortunes created from the little nickelchasingproducts, is William Wrigley,
Jr., of Chicago and Pasadena. Here is
the story of this huge success:
The senior William Wrigley was a mancoufaeturer of scouring soaps in Philadeli>nphia. One of his traveling men was

'il, William, Jr. And, like many another
in traveling man, William, Jr., hankered to
Jr. get into business lor himselt. He was not
eo sure what business; no, not even when lie
ng hired desk-room in an office in Chicago
re and informed himself and the retailing
oh public that ho was selling soaps, baking
ell soda, etc. This was in 1892. It is said
jl- that Mr. Wrigley had all of $32 when ho
he set up his own desk,
tic The trade in soap and baking soda boingslow, the energetic young Wrigley
>la looked around for the proper "pep" to inatject into it. He hit upon the premium
'd, game, attaching premiums first to his
ies stock in trade and later, in a rather aceikedental way, hitching up with a chewing
a gum inui was aireauy on uie illltrKCl.
at Gum looked better than soap. Wrigleylost no time in shifting to where tlio
S. going was better. Then he began to
he fasten his gum to every conceivable kind
elf of premium. In 1905 he was carrying in
to stock $700,000 worth of premiums,
id.
a What About the Pennies?

ne
he CTILL it wasn't as it should be. The
d- great prize.that of a nationally known
up "trademark" article which would sell like
ng hot cakes on its own merits.was still
ih. ahead. It was high time to place the
ic- spear so firmly in the minds of advertisod-mcnt readers.and that meansevery man,
lp woman, and child.that every time they
y, saw a spear they would unconsciously
jh begin to move their jaws. So, about tif

stteen years ago, Wrigley began to use big
iy space in the magazines, newspapers, and
lie street-ears. In 1900 he spent $500,000.
it; Two millions "of dollars a year is what
to this five-cent article can spend for adverrhtising out of its gross income now, and
he leave a fine profit. For the people of the
ad United States and Canada buy twenty
\s million dollars' worth of Wrigfey's a year,
ng There are a dozen other gum fortunes:
he there are the fortunes built out of the
ir. manufacture of five- and ten-cent toys
rs and household appliances; there are the
pt big daily newspapers, proof of tho fact
o- that even tho penny is all-powerful when
ho enough of them get together. In fact,
in the further one looks, the more impressed

he becomes with this truth.that tho
n- really important coins in our lives are tho
ly little coins.the pennies and tho nickels
ir- and the dimes.


